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Three New Texts 


Written Especially for we 


346369 


New York 


Private Commercial Schools 


Secretarial Studies, Intensive Course 
By Rupert P. SoRelle and John Robert Gregg 


A unique finishing course of 60 units for advanced students in private commercial 
schools—-each unit a day’s work in the most essential factors of secretarial training, in- 
cluding ample dictation and transcription. A laboratory course, the richness and variety 
of the daily projects constituting its strength. 128 pages of text and 96 pages of labora- 
tory forms combined in one loose-leaf pad, contained in a durable, self-filing folder. 
List price, $1.60. Teacher’s Manual, 25c net. 


New Rational Typewriting, Intensive Course 


By Rupert P. SoRelle 


Arranged for individual or group instruction and organized into 16 convenient sections, 
each containing sufficient work for one week of two periods a day. Keyboard drills and 
speed tests have been condensed to permit the private school student to secure the maxi- 
mum amount of practical application of his typing skill in the preparation of business 
letters, manuscripts, tabulations, and legal and other business documents. 164 plus viii 
pages; cloth; list price $1.20. Tcacher’s Manual, 25¢ net. Business forms to accompany 
text, free when ordered with text; without text, 10c. 


New Rational Typewriting, Brief Course 
By Rupert P. SoRelle 


This course, briefer than the Intensive Course, has been prepared to meet the needs of the 
private commercial school where highly specialized methods and a more advanced type of 
student make it possible to reduce to the minimum the amount of basic keyboard train- 
ing. The subject matter is organized into 80 units, each one of which may be completed 
in a 45-minute period. The course may be completed in approximately one-half the time 
required for the Intensive Course. 96 pages; cloth; list price, $1.00. Teacher’s key, 


25c net. 


\Although these books were especially prepared for private commercial schools, they are 


suitable for use in any schools offering intensive courses to advanced students. 


Send to our nearest office for sample copies. 
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YPEWRITING like the 

rest of modern business has 
speeded up. More work must 
be done with no sacrifice of 
beauty and neatness. No longer 
is “any old typewriter” good 
enough for the affairs of com- 
merce. 


The Easy-Writing Royal 
Typewriter has stepped into its 
own. The better trained typist 
needs this better typewriter to 
bring out her maximum eff- 
3usiness demands this 
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better ‘tgpewriter 


better typewriter which turns 
out perfect letters at the higher 
rates of speed. 


3ecause the Easy - Writing 
Royal Typewriter includes so 
many exclusive improvements 
in typewriter design and con- 
struction, discriminating users 
today choose it first wherever 
quality work, fast operation 
and long life under hard usage 
are demanded. Train your 
students on this finer, faster 
typewriter. 


THE ROYAL TYPEWRITER COMPANY, Inc. 
316 Broadway 


New York City 
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THIS IS THE MOST 
INTERESTING STEEL 
PEN MODEL IN THE 

WORLD—AND THE FIN- 
EST FINE PEN POINT MADE. 
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HIS justly famous Spencerian No.1 
was used by Lyman Spencer, ori- 
ginator of the Spencerian style of writing. 
The whole system of handwriting was soon 
revolutionized, and this pen swept the country. 
Today there are thousands upon thousands who will 


or. 
wit 
adc 
mo 
me 
ous 


"Eat IT I 


SDR RIDA ALIN AUR NBER 
~ 


Wa 


: use no other. Its remarkable double elastic action has never been k Jou 
successfully duplicated. a 
The smooth, fine writing quality of Spencerian No. 1 has \ zin 
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made it the standard since 1858. 
Seventy years old, and going stronger than ever! Quality 
certainly wins. 
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SPENCERIANS —100% WRITE i I 
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SPENCERIAN PEN Company, 349 Broadway, New York City ee ; dea 
Gentlemen: i : sch 
Please send, free, samples of pens suitable for business use. | d = doi 
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We Make Our Bow 


N THESE hectic days of political fencing 
for public favor, platforms are all the 
rage. 

Consequently, it is not at all inopportune 
or inappropriate to add one more to the list, 
with the hope —if you will pardon us for 
adding — that ours will be more practicable, 
more durable and more likely of accomplish- 
ment than the general run of contemporane- 
ous platforms. 


The sponsors of The Business School 
Journal have twenty years of successful pub- 
lishing experience behind them. In that time 
they have learned that the life of any maga- 
zine depends on Service to its field, imparti- 
ality of observation, independence of action, 
ability to recognize and courage to present 
issues affecting that field. 


With its first breath, The Business School 
Journal dedicates its life to the service of the 
held it represents — Commercial Education. 


sy Service, we mean, to keep the reader 
informed on the activities in his field of en- 
deavor; to let him know what the other 
school and the other executive or teacher is 


{ doing; why they are doing it, and how. 


It shall tell him of the problems his fellows 
face, what steps are being taken towards 


IAL_ LIB Y FUN 


their solution so that he may benefit by their 
experience. 

It shall tell him, of new methods, new 
ideas, new appliances — anything which will 
help him in his work and keep it level with 
ever-changing conditions. 

It shall keep him in close relationship with 
the demands of Business on Commercial Ed- 
ucation, and it shall tell him, if he will be 
told, how best to meet those demands. 

It.Antends to tackle the administrative 
problems—and there are plenty of them — 
which confront the forces of Commercial 
Education, and it shall deal with them in the 
impartial manner which only an independent 
magazine is capable of. 

And, above all, we promise that there will 
be no quibbling or side-stepping or pussy- 
footing on any phase of school administra- 
tion which seeks and needs the light of 
publicity to insure its proper solution. 

We repeat, The Business School Journal 
is independent. It represents no person, ele- 
ment, faction or section of Commercial Edu- 
cation. It represents the entire field. 

Therefore, it makes its debut with utmost 
confidence in its ability to prove worthy of 
its stewardship, with high hopes for success 
and still higher faith in its destiny. 


MAR 15 1940 
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Prof. Franklin P. Pratt 
Head of Pratt's Business School, New York City, a 


pioneer institution in its field. 


commercial education. 


FEW years 


ago the word 


“secretary” as used today 
was unheard of. Stenog- 


rapher, yes; typist, yes; but not sec- 
retary. And don’t think for a min- 
ute that style dictated the change of 
Work did it. 


“secretary” shows the 


terms. 

The term 
larger field, the 
work, the chance for higher positions, 
the knowledge and the power which 
have come to the lot of the erstwhile 
Today, I 


more confidential 


stenographer or typist. 
really believe, the average secretary 
to the average big business man 
knows more about the details of the 


business than the boss. 


What “Secretary” Means 


This is particularly true of the 
woman whether it be 


because of her innate curiosity to 


secretary 


find things out or because she has de- 
liberately decided upon a career and 
has determined to learn all that there 
is to know about the business she’s in. 
The fact of the matter is, that in 


Prof. Pratt ts a leading 
light in his profession, one of the foremost authorities on of 


Says 


most these 
secretaries, because 
of their application 
td and knowledge 
details thrust 

upon them, are bet- 
ter able to pass judgment upon cer- 
tain phases of business than their 
employers. And to the credit of 
these employers it may be said that 
they realize the situation, accept it, 
and inwardly give three cheers of 


cases 


relief. 
Education Demanded 


Yes, the world has changed. It 
didn’t make any difference years 
ago how much education the appli- 
cant for a position had, just so he 
or she could take dictation and man- 
age to transcribe it decently. Today, 
any boy or girl without at least a 
high school ecucation is pretty well 
out of luck; in fact, the demand for 
the college-trained secretary is grow- 
ing so rapidly that it will not be very 
long until such an education will be 
almost essential to the one seeking 
« position. There are any number 
Gf business houses teday who are 
selecting men from the college ranks 
before they have been graduated. 

Business is constantly adding to 


“They've 


OT to 


FRANKLIN P.PRATT 


Of Student Who Is Pre- 
paring to Tackle 
Business World 
For a Job 


the responsibilities of so-called sec- 
retarial positions. Added responsi- 
bility means added maturity. That 
is why the average business school 
today, not to high 
school or university, will not accept 
any student under 16 years of age. 

But it doesn’t end there. Pratt 
School, like any other school, wants 
to make money, and to do that one 
must have students. To get stu- 
dents, one must have the reputation, 
and to get the reputation, one’s stu- 
rather—must 


mention the 





dents—or 
give a good account of themselves 
in the world. In other 
words, the success of any school de- 
pends entirely upon the demand for 
its particular graduates by business. 
To create that demand, one must 
prepare his students to cope with 
modern business exaction, for when 
they go out to seek positions they’ve 
Let me 


graduates, 


business 


certainly got to be good. 
elaborate : 


Studying the Student 


An age limit, a proper educational 
background are essential—as a start. 
There are other qualifications just as 
essential, if not more so. It is up to 
the school to determine among other 

(Continued on page 36) 
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be GOOD!" 


Echoes 


JAMES E. GRAY 


Of Commercial Course 
Graduate Looking 
For His Niche in 

Chosen Field 


ERSONALITY, CULTURE, 
Pp MECHANICAL KNOWL- 
EDGE. These three, in the 
order of their importance, are the 
elements on which the graduate of 
a commercial course must stand or 
fall in the effort to secure a’ worth- 
while position. 

I do not expect that this statement 
is going to be passed by without a 
fair share of criticism. It is so dif- 
ferent from that which might have 
been made a decade ago. But that’s 
my story, and it is based on the close 
study and observation, not to men- 
tion records and statistics, which the 
duties of my position entail. 


Leading Qualification 


I put Personality first; and in do- 
ing so. I should spell it out in capi- 
tal letters, each letter in large bold 
tvpe and heavily underscored. As a 
qualification it leads by the proverb- 
ial mile. 

I have in mind the average young 


woman—and there are ten women 


Stenographers to every one man— 
who aspires to something a little bet- 
ter than just being one of a crowd 
of stenographers grouped together 
banging out stereotype letters by the 
The average young woman 


ream. 


{ 





has that aspiration, 
if only because of 
the higher salaries 
involved and _ the 
consequent addi - 
tional comforts af- 
forded thereby. 

A call comes to us for a stenog- 
rapher or secretary with certain qual- 
ifications. We immediately line up 
those applicants on file who in our 
judgment have the attributes demand- 
ed. We send them to the client. Do 
you know what the result is? 

Nine times out of ten it is NOT 
the person with the best mechani- 
cal equipment, knowledge and expe- 
rience who lands the position; it is 
the one whose personality harmon- 
izes best with the temperament of the 
employer. 

Certainly she had to have suf- 
ficient technical ability to handle the 
job, but others may have had more, 
and perhaps greater experience. 


Spirit of Business 


Now I'm not referring to “sex ap- 
peal” in its accepted sense. Busi- 
men be susceptible to 
beauty sure enough, but it isn’t to 
be confused with Personality. It is 
that smart, bright appearance, that 


ness may 


James E. Gray, M. A. 


President of the National Employment Board, an asso- 
ciation of private employment bureaus, and Assistant to 
the General Manager of the National Employment Ex- 
change, for the past ten years an authority on Business 






Personnel. 


intangible air of snappiness and 


quick-wittedness to which I refer. 
The modern business man demands 
it. It is the spirit of Business today, 
the spirit of the age. Unless the 
prospective employee has it, she is 
going to step aside for the one who 
does. 


Necessity of Culture 


I do not hesitate to say to the 
schools who train young people for 
business: It is your duty to dis- 
courage any person from taking a 
business course of study if the lack 
of personality is obvious. You save 
her time; you save her money; you 
save her certain disappointment. 

i have placed Culture before Me- 
chanical Knowledge, and I know that, 
too, is going to start a rumpus. Yet, 
isn’t it the logical sequence to the 
personality complex ? 

By “culture” I mean education 
aside from that directly involved in 
the assimilation of mechanical knowl- 

(Continued on page 32) 
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Commercial Education 


Competition With 


Public Schools Leads 
Into 
Specialized Fields 


Private Schools 


By Jordan D. Ward 








ASN’T it Napoleon who said, 

when the orderly reported 

the glowing success of one 
of his generals, “What did he do the 
next day?” 

In the Business School field many 
of us sit back, complacently survey- 
ing our present day enrollment, when 
we might well consider what lies 
ahead. 


Things Move Fast 


For in this day and time, things 
move exceedingly fast. In one year, 
there are apt to be more changes in 
our ways of living, more improve- 
ments or new inventions that render 
hopelessly obsolete our former meth- 
ods and plans in life, than occurred 
during fifty years or more in our 
fathers’ time. 

Nowhere is this more 
than in the business world. 


apparent 
Great 
new corporations spring up from ob- 
scurity—gigantic combines take place 
—small 
must hasten to conform with the new 
order of things or be forced out. 
Necessarily, methods of business con- 
duct change rapidly to meet the new 
conditions. 


independent business men 


Is School Keeping Pace? 


Business practices that were mod- 
ern only a few years ago now impress 
us with the comicality of milady’s 
bustle and leg-of-mutton — sleeves. 
Old Scrooge with his bent back and 


his pathetic shabbiness is fading 
away. In his place is a machine and 
an alert youngster to manipulate it. 
Speed—speed—is the cry, and mod- 
ern science hastens to lend its best 
brains to the accomplishment of the 
business man’s demand. 

But the Business School—is it 
keeping pace? 

Are we who train the business man 
and woman of to-morrow living in 
the realm of thirty years ago sim- 
ply because we have not yet been 
forced to awaken ourselves and re- 
vise our lethargic curricula? 

Already business men are saying, 
“Give us men who know more than 
to add a simple column of figures; 








PROGRESS °? DEATH? 


The private Business School 
had better not wait until it is 
pushed into the higher fields 
of commercial education by 
competition from the public 
school. It may be thrown into 
oblivion by the violence of the 
push. 





All Business Schools—public 
or private—had better recog- 
nize and meet the demands of 
Modern Business in justice to 
their students and in justifica- 
tion of their existence. 








HIGHER 
REALMS 


HITS 





we have machines to do that,’—. 
“Give us girls who can do more than 
write, ‘Yours of the 22nd received.’” 


Change of Attitude 


The young people have felt the 
surge. No longer are they content’ 
to look forward to a life-time job 
of petty, monotonous detail. There 
isn’t a business school executive or 
a commercial teacher but who has 
been bombarded with requests for 
information regarding the line of) 









business endeavor that offers the best 7 
opportunities and the best salaries. 
Students who a few years ago | 
were satisfied with the bare rudi-/ 
ments, who were content to enter E 
business on any footing with the hope : 
of slowly climbing toward the top, 7 
to-day want the courses that fit them 7 
for positions of some importance. © 
This has been indicated by the larger © 
number seeking secretarial studies in- 7 
stead of simply short-hand and typ- 7 


ORE ei 


eid 


Be SA 


ZS 


Rae 


vanced accountancy rather than in 
simple book-keeping. 


Want Specialized Subjects 


A recent check-up among several 7 
of the larger schools, both public and 7 
private, showed a surprising number | 
of requests for highly specialized sub- 
jects. Some of these would seem to§ 
be wholly unrelated to the commer-§ 
cial school field, others indicate a 


(Continued on page 29) 
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Uncle Sam Takes a Hand 


Keeping Watchful Eye on Relationship Between 


Business and Business Course Graduates 
Advocates Closer Cooperation 





Dr. J. O. Malott 


Specialist in Commercial Education attached to 


the United States Bureau of Education in 


Washington, D. C. 


NCLE SAM is very much in- 

terested the students of 

commercial training schools. 
He is very much interested in how 
they are being trained, in what they 
are being trained, and what they are 
going to do with the training after 
they get it. 

So says none other than Dr. J. O. 
Malott. specialist in commercial edu- 
cation of the United States Bureau 
of Education. 


in 


Business Interested 


According to Dr. Malott there is 
a growing consciousness of definite 
preparation for business occupation 
because people are realizing more than 
ever that better preparation for these 
occupations usually results in greater 
vocational efficiency and contributes 
to both vocational and social happi- 
ness. 


By P. H. McGowan 








We quote Dr. Malott at length: 

“Business men,” he said, “have re- 
cently taken a greater interest in com- 
mercial education because they appre- 
ciate the relation of vocational effi- 
ciency to the efficiency of the busi- 
ness community. Edgcators have 
given increased attention to this in 
order to develop a balanced program 
that will meet the best interests of 
the individual, the business commu- 
nity, and society. 


Developing Responsibility 


“An outstanding development in 
commercial education has been the 
increase in the number of men and 
women prep ring to enter business 
occupations. 

“Much progress has been made in 
the past two years in developing co- 
cperation between commercial teach- 
ers and business men. The present 
trend is toward developing marginal 
responsibilities. The school is broad- 
ening its responsibility to include vo- 
cational guidance, training, place- 
ment, and extension education. Busi- 
ness is giving more attention to se- 
lection, training, breaking in promo- 
tion, and other personnel problems. 
Just as commercial education is en- 
deavoring to make closer adjustments 
of the pupils and students to actual 
occupational requirements, so busi- 
ness is endeavoring to adjust its per- 
sonnel most efficiently to the given 
tasks. Successive analyses of the 


problems have resulted in a_ better 
understanding and have caused edu- 
cators and business men to realize 
















Uncle Sam 


Head of the United States Bureau of Education 
and getting more interested in commercial edu- 
cation every day. 


that they are complementary to one 
another in the process of vocational- 
The objective 
cf facilitating the transition of the 
pupil or student from school to his 
chosen occupation with satisfaction 
to himself and 
worthy of closer cooperation. 


commercial education. 


his employer is 


Result of Survey 


“Recent commercial occupation 


and researches contributed 
more than all other factors to the 
progress education. 
The facts obtained merely from the 
surveys have resulted in a better un- 


derstanding of the needs of those 


surveys 


of commercial 


who are preparing for business oc- 
cupations. These studies have given 
direction not only to the program of 
commercial education and _ training, 
but to the programs of guidance, 
placement, follow up, and extension 
education. The United States Bureau 
(Continued on page 28) 
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What Price 


CHEAPNESS:? 


Former School Superintendent 
Decries “False Economy” In Pur- 


chase of Supplzes and Equipment 


OR one reason and another 
the of the 
whether it be the elemen- 
tary, the secondary school, the col- 
lege or the university, has risen by 
leaps and bounds in the last decade 
until the time has come when those 
who are responsible for education, 


oe 


cost school, 


whether in one field or another, must 
a Pi 
the fact that the cost of the 


face 


schools cannot be indefinitely —in- 
creased. 

The ability of the public to sup- 
port expensive forms of education 
has been sorely taxed. It is neces- 
sary today that those in charge of our 
ot 


agencies education 


cop’s arm must come down and traf- 
fic will roar right through as usual, 
but just the same the educational 
world stopped to listen to Dr. Prit- 
chett. 


Will Have Little Effect 


In the face. of such a statement by 
such an eminent authority, it would 
seem to be courting homicide to ven- 
ture the opinion that in the eyes of 
the business firfis doing business in 
the school field, or eligible to do busi- 
ness in the school field, the school 
is known and branded and classed as 
“cheap.” 





| Because of Present 

| Position Writer In- | 
| sists Upon With- | 
| holding His Name. | 


Of course, Dr. Pritchett was re- 
ferring to extravagance in building 
and the tremendous expenditures on 
what he considers “fad” training. 
But I hope that I may be pardoned 
for the prediction that if Dr. Prit- 
chett’s words have any effect what- 
ever on our educational leaders in- 
sofar as the practice of economy is 
concerned it will not be in connection 
with the things he had in mind; the 
chances are that a penny will be ~ut 
off the price paid for text books, a 
half cent on pencils, and a quarter 
of a cent on the penny tablets, etc.. 
etc., as per the usval wav. 

Why does the average 





should realize that, gener- 
ous the American | 


public, the day is here 
when education must 


reckon with economic ne- 


as 1S 


cessity.” 
Halt Momentary 
These, it is 

the 

Henry 


reported, 
words of Dr. 
Smith — Pritchett. 
President of the Carnegic 


are 


Foundation for the Ad- 
vancement of Teaching. 
His statement at a time 


when nothing else is in the 
sector of the 
public mind but 
and better schools, has had 
the effect of a traffic cop 
with upraised arm. Of 
course, the halt—if such it 


educational 


bigger 


may even remotely resem- 


The 








SLAP “,,. 


Schools Are Cheap? 


By their methods, they drive 
away the reputable business 
man and attract the mush- 
room variety, says personnel 
authority, ex-school head. 


What Do You Think? 


SCHOOLS 


Do You Agree That the 


business man make a wry 
face when the subject of 
school supplies is men- 
tioned? I have spoken to 
hundreds and_ thousands 
of them. and the theme of 
the story is the same. 


Penny Wise 


“While the schools may 
go the limit on beautiful 
buildings, interior decora- 
tions, auditoriums, gymna- 
siums, swimming pools, 
etc.” one prominent busi- 
ness man put it, “they go 
to the opposite limit on 
the purchase of supplies 
and equipment. Nothing 
is cheap enough for them. 
The element of quality 
doesn’t seem to count; it’s 








(Continued on page 34) 
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Vocational 


Is the Opinion 
of Lee P. Southern, 
Washington, D.C., 
Business Educator 


EE P. SOUTHERN, President 
of Southern Bros. & Steward 
Business University, Washing- 

ton, D. C., is authority for the state- 
ment that the securing of high grade 
teachers, for one thing, and guiding 
the student into the vocation best 
suited to him are the two cardinal 
problems which b rin g increasing 
wrinkles to his brow. 

“There is nothing so quickly de- 


tected as poor teaching. Pupils are 


' critical, and justly so. 


Must Keep Abreast 


“The teacher’s ability to keep 
abreast of the times and to keep in- 
formed as to the numerous frequent 


§ changes in business practice in gen- 


eral, instill in the pupils that neces- 
sary feeling of confidence which is 
prompted by the knowledge that their 


© business training is thorough, and up 
to date. 


“Good teachers are an essential of 
the most vital importance to a good 
business school. The policy of in- 
sisting that every applicant for a 
place on faculty must be a bona-fide 
graduate of a recognized college or 
University with a Bachelor’s or Mas- 
ter’s degree, is an outstanding inno- 
vation in commercial college practice. 
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Guidane, 


High Grade Teachin 


Constitute Main Problems of Business School 


By Kermit C. Broderick 








“In teaching 
business 
jects, instruction 
must partake o 
the dual nature 
of education and 
training. The 
same fact applies 
to teachers of 
shorthand and 
t vy pe writing, 
bookkeeping, ac- 


sub- 


Lee P. Southern 


President, Southern 
Business University, Washington, 









proper) voca- 
tion, there would 
be a wonderful 
economy of time 
and effort. If 
boys and girls 
could start their 
careers right— 
could be placed 
in the right vo- 
cations and giv- 


Steward 5 
sn en the right 


Bros. & 


countancy, com- i preparation for 
mercial law, their employ- 
business letter writing, étc. The ment—the saving in time and expense 


teacher must not only be able to 
transmit knowledge in. his sulbject— 
to pass it over to the student—but he 
must be able himself to do the thing 
that he professes to teach. 


Guided by Circumstance 


“How do men and women select 
the particular vocations to which they 
address themselves? The answer is, 
in most cases, they do not select them ; 
they drift into them. They are guid- 
ed not by reason, but by circumstance. 
If it were possible to eliminate the 
drifting that young people do, before 
they “find themselves” and settle in 
a proper (perhaps more often an im- 


and the contribution to the betterment 
of various lines of endeavor would be 
infinite. 

“A school must have constantly in 
mind the placing of the graduate and 
competent undergraduate in touch 
with successful business opportuni- 
ties. 


Importance of Start — 


“T want to stress the importance of 
this matter of starting right because, 
contrary to the old adage, a good 
start should, logically, make a good 
ending. Teachers and _ principals 
should be ever ready to consult with 


(Continued on page 38) 
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AT of the 30- 


year of experience in working with © 


It Can’t be Done 


Asserts 
H. M. SPAMER 








HIRTY days— 
Truly that has an ominous 
sound about it. 

But apart from its significance in 
judicial circles, it is assuming a new 
importance in the commercial school 
field. 

In many parts of the country, for 
the most part in the larger cities, 
tvpical advertisements read: 

“Learn Stenography and Typewriting 
In Thirty Days” 
“Just Thirty Days To Become A 
Stenographer” 
“Thirty Days Easy Study Fits You 
For Wonderful Position” 


Teachers Amazed 


Generations of painstaking sten- 
and typewriting teachers 
How well they 
remember hours of work in school 
and out of school to help some wor- 
thy student reach her qualifying 
speeds in six months or more. 

Vividly their recollections carry 
them back to the first months of even 
the best students and the speculation 
at that time of both instructor and 
student as to the possibilities of her 
ever acquiring a reasonable knowl- 
edge of the subject. 


Opinion Divided 
Some commercial school executives 
regard these advertisements with 
troubled brows for to them they rep- 
resent a form of competition which 
is difficult to combat. Other admin- 


ography 
gasp in amazement. 


istrators, particularly those who are 


not in the direct territories reached 
by these advertisers, regard the in- 
fluence as a negligible quantity. 
When questioned recently several 
well known business school men ex- 
pressed their opinions freely. One, 
the head of a school which attracts 
students from many states, said: “I 
regard the 30-Day movement with 
tolerance. I feel that if it is an 
actuality—that students may learn 
stenography and typewriting in one 








“There Ought To 


Be a Law”’ 


Mr. Spamer, Director of of the 

affiliated Eastman Schools of 

Business Administration, not 

only thinks the 30-day course 

impossible but an absolute 
menace. 


What Do You Think? 








month—then it will become a part of 
the curriculum of every school that 
is progressive. If it is not honest 
in its ability to live up strictly to its 
advertising claims then poorly 
equipped, unsuccessful graduates will 
soon bring the movement into dis- 
repute. 

“Tt will bear watching, but every 


students makes me feel that it is 
physically impossible to 
young people for business positions 
in 30 days or even in three times that 
long.” 


Another executive, whose students 


are from the immediate community in | 
which the school is located, gave as | 


kis opinion: 


Just a Flare-up 
“Tt’s but a flash in the pan. I've 
seen such movements flare up at in- 


tervals for the past thirty vears. 


“They make a big fuss for a while | 
but soon nothing more is heard of | 


them. I haven’t felt this particular 


competition as yet but when I do, I) 


shall just sit tight and I'd be willing 


to make a wager that eventually most | 


of these students will drift into our 
schools and ask to take the regular 
course.” 

A public school instructor stated : 


prepare | 


i 


Hi 





“So many people think that a bare , 
knowledge of principles suffices. If 
imagine that a music teacher could \ 
outline the underlying principles of® 
harmony, of reading music and off 
playing an instrument in a relatively) 
short time—possibly in thirty days.® 
But could the student play well then?) 


Basically Wrong 


“Most certainly the intricacies off 


typewriting to say nothing of they 


many other essentials required, can] 


hardly be mastered in such a ridicu- 


lously short time any more than mu-§ 


sic or any other practical art could 


eS 
ts! 1. 


Comment from 


expressed by another high school 


man, whose graduates find ready ac- 


ceptance by business men everywhere. 


He said: 


“To me the whole crux of thej 


matter seems to be this— 
“Ts shorthand and typing all that a 
stenographer need know? I appre: 
(Continued on page 35) 
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DAY COURSE? 


HE time has arrived when we 

can no longer ignore the vari- 

ous Thirty Day Systems of 
Shorthand and Typewriting by sim- 
ply branding them “fake” and turn- 
ing over the page. Some of the 
schools advocating the thirty day 
method have now been in existence 
for many years, have hundreds of 
graduates and are continually ex- 
panding. Graduates and their em- 
ployers, both, express complete satis- 
faction with “services rendered”. 
This would indicate that there must 
be something to the “Thirty Day” 
idea. The question is, what is that 
something ? 


Must Have Trial 


In an age that has seen the suc- 
cessful realization of many inven- 
tions it would seem unwise to con- 
demn, unheard, any new idea, or to 
say off-hand, “It can’t be done.” The 
automobile, the airplane, the radio, 
were all labeled, at their inception, 
as “visionary”, “impracticable” and 
“impossible”. Yet each has unques- 
tionably proven itself. But for the 
courage and vision of a few, stout- 
hearted pioneers we might still be 
plodding along behind the old grev 
mare, or receiving our news by 
Pony Express. 


Difference in Courses 


It is well within the realm of pos- 
sibility that we are again taking a 
progressive step forward and failing 
to recognize the fact because it ap- 
pears “visionary” and “impossible”’. 
Rather than condemn the Thirty Day 
School unheard, and thus be forced 
to back water at a later date, let us 
endeavor to discover how it is poss- 
ible for them to so under-cut the 
time required by the average com- 
mercial school. To this purpose we 
will make a careful comparative an- 
alysis of what each type of school 
has to offer the prospective student. 

In the following comparison no 
reference is made to the high school 
or college commercial course, as it is 


But it’s Being Done 


Insists 
R. F. CHAPMAN 








obviously impractical and unfair to 
compare a course where the student 
spends only a few hours a week in 
class work, has other studies and ac- 
tivities with a course where the en- 
tire time is concentrated on one set 
of subjects. Therefore we will draw 
our comparison between a_ typical 
average commercial school and a 
leader in the Thirty Day field. 

The courses advertised by the 
average commercial school take from 








“Progressive Step 
Forward” 


Mr. Chapman, for several 

years Business Representative 

for Commercial Schools in 

New York City, terms attacks 

on 30-day course similar to 

those on aviation in its in- 
fancy. 


What Do You Think? 








eight to ten months and even up to 
two years, according to the subjects 
included. The eight to ten months 
course usually includes shorthand, 
typewriting, business English, filing, 
general business practice, and book- 
keeping. 

The thirty day system offers only 
shorthand and typewriting. 

By eliminating these other subjects 


the thirty day school effects two im- 
portant conditions. First, the student 
can spend every minute of class time 
in concentration on these two sub- 
jects. An immediate saving of time 
is thus apparent. Second and even 
more important is the fact that it 
allows the mind of the student to con- 
centrate on only two subjects instead 
of four or five. 


Matter of Concentration 


During the thirty days of concen- 
tration it is possible for the student 
to literally “live” shorthand. It is 
a well known fact that a person who 
could learn one language in four 
months would find it impossible to 
learn two languages simultaneously 
in eight months, or three languages in 
twelve months. This is due to the 
inability of the human mind to con- 
centrate when faced with the neces- 
sity of learning more than one thing 
at a time. So the elimination of the 
varied kindred subjects saves much 
actual time and permits a high de- 
gree of mental concentration. 


Educational Background 


Next in the order of consideration 
must come the type of student. The 
average commercial school takes 
nearly all comers. Not so the thirty 
day school. They prefer college 
graduates ; the student must be a high 
school graduate. This stipulation is 
made partially on account of the edu- 
cational background thus afforded, 
but largely because such a student has 

(Continued on page 30) 
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YOU 


By John P. Thornton 








HROUGHOUT the history of 


business school development, 
one evil has persisted. 

Among small schools, particularly, 
definite promises of employment upon 
the completion of a course is prom- 
ised. And, according to the integrity 
of the teads of such schools or per- 
haps according to the desperation of 
their competitive sales tactics, these 
promises are couched from conserva- 
tive expressions to others of wildest 


extra vaganice. 
Incites Criticism 


Of course, public school men have 
never made such offers. 
lastic ethics would not permit it. But 


Their scho- 


like the person who has never been 
exposed to temptation, perhaps they 
should not attach too much impor- 
tance to the maintenance of a stand- 
ard that would prohibit such 
a practice. 

Among private school 
men, the members of the 
National Association of 


Accredited Schools 


and because 





Can FOOL ’em 


With Promises of Positions 


Face 


The Issue 


pledge themselves pecially — seems |... 
, school. 
not to guarantee lf Yo u I) O Not “penny wise and 
positions. Per- iy 7] yD pound foolish.” Lowers School Standin 
haps it is be- A g ree L th W h at In the first , 
cause of this place, unless Then when he finally leaves school 


Mr. Thornton Says 
the mem About The Employment “ 
Question This 

Is The Place To 


What Do You Think About It? 










But the Boomerang 

tL Get You If 

You Don’t 

Watch’ swt 
Out 


business men, all that can be done is 
The final de- 
cision invariably rests with a third 
person, the employer. If he doesn't 
like a graduate’s looks, or his intelli- 
gence, or his capability or his refer- 
ences he will not employ the individ- 
ual regardless of what the school may 
guarantee. 

Again—it is well established that 
the student who must be attracted by 





bers of the Associa- 





tion occupy a prom- 
inent place in the Busi- 
ness School field that non- 
members more prone 
to make such offers to 
prospective students. One would 
imagine that bitter experience would 
dictate above any other consideration, 
However that may be—the job- 
promising evil is still with us and in 
the opinion of many has been the one 
leading factor in attracting unpleas- 
ant and unfavorable criticism against 
the methods employed among private 
Something has to be done 





are 







heads guarantee a 
When it 
matter of re- 
ferring students to 


position. 





is a 







to connect the wires. 






schools. 
about it and done quickly before it is 
too late. 









School Can’t Guarantee 






To economists in the profession 





and to others to whom a solid busi- 
ness policy takes more cog- 








nizance of future growth 
than to immediate earn- 
ings, this policy of of- 
fering a position — of 
guaranteeing one, es- 





such glittering pictures is of a gen- 
crally stupid type. While this may 
mean that such a student will remain 
in the school longer that does not 
always mean a larger income to the 











the school it- le is unable to hold a position even 





if the guarantee secures one for him 
at first and consequently he expects 
the school to continue to find posi- 
tions for him. 

Perhaps the most serious matter, 
however, is the standing which the 
All school men 





Magazine 
Air It ut 







school will receive. 





(Continued on page 38) 
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HE best secretarieg and stenographers welcome Ediphone 


assistance. The Ediphone is always ready, instantly, to take 
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First the Public— 
then the Schools!! 


Key to Remarkable Success of Remarkable Woman 


BOUT the smartest 
thing I ever did in my 
life’, says Miss Emma 
Dearborn, President of Brief Eng- 
lish Systems Incorporated and orig- 
inator of the Speedwriting 
system, “was my decision 
to appeal to the public 
rather than attempt to 
place my system in the 
schools. I based this de- 
cision on three things: 
first, our inability to staqd 
the expense of educating 
the schools to try our sy§- 
tem; second, my _belig 
that the modern progtes§- 
ive business man wovgd 
give ear more quickly | 


be 


to recognize its worth, 
demand for it would co 
pel schools to teach it. 
Schools do not lead, they 
follow; if the public de- 
mands, they give, but not 
until then.” 

There was plenty of 
emphasis in that last 
statement. 

Her company, Miss Dearborn 
avers, spent in the neighborhood of a 
half million dollars on advertising 
and promotion in the past three years 
go “sell” its system to the public. 

A lot of money, is the thought that 
comes uppermost, but not so much 
in comparison to what it would cost 
to sell it to the schools, she says. 
Moreover, in her eyes, the end justi- 
fied the means for in this day when 


Who Evolved Present 


By Henry Alderson Brett 








there are so many systems advertis- 
ing their wares, the growth of this 
company, in the face of a ‘“‘wary” 
public, is truly amazing. 

To start a business with the enorm- 


















Miss Emma Dearborn 


President, Brief English Systems, Inc. 


ous capital of $192 and in the short 
space of three years to make that 
business international in scope, is, to 
speak very conservatively, no mean 
accomplishment. 

Yet ask any member of that or- 
ganization for the secret of its suc- 
cess, and they forget policies, the 
amount of money spent on advertis- 
ing, the hard work of an enthusias- 
tic organization; they see nothing 


“Speedwriting” Method 


else but one thing—Emma Dearborn. 

In the parlance of the streets, she 
is the “works” to her associates and 
subordinates, although Miss Dear- 
born herself will go a long way to 
disclaim that fact. 

“With twenty years of 
experience in classroom 
work in such institutions 
as Columbia University, 
Simmons College, Roches- 
ter Business Institute, and 
the University of Califor- 
nia, I ought to know 
something about the busi- 
ness,” she says, in an al- 
most self-defensive atti- 
tude, “there is no form 
of shorthand with which 
I am not familiar, indeed 
which I have not taught.” 

Miss Dearborn just re- 
cently attracted attention 
through being personally 
commissioned by Com- 
mander Byrd to teach the 
members of his polar ex- 
pedition the mysteries of 
Speedwriting. 

Brief English Systems, 
Incorporated, whose of- 
fices are located at 200 
Madison Ave., New York City, was 
first organized in June, 1924, and re- 
organized in August, 1925. Besides 
Miss Dearborn, who is the president 
of the company, the other officers are 
M. J. Donovan, Vice President and 
General Manager; and H. E. Norris, 
Secretary-Treasurer, in charge of 
advertising and promotion. The staff 
comprises about 35 people. 
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Paragon |; 4 


Retration shows Double Well No. 1530. 
type is its self-closing top when pen is drawn out thereby in- 


= suring at all times ink free of dust and of the correct con- 
sistency. This well may be had in ork, mahogany or grees, 
Pen and pencil racks on sides or front. 


for 


Commercial Schools 


—Obtainable in Mahogany, Oak, Green, Black 
Onyx or Crystal Glass. 









A feature of this 









—Paragon products are handsome additions to 
the desk of the School Executive. 


—Paragon Deep Wells for the Student’s Desk. 


When in Need of Inkstands 


Get the 
Paragon 


—they are 
synonymous with 











The Single Deep Well for the Student’s d e 

Desk. Its wide base guards against fall- eauty an e€rvice 
ing over. Ink will not spill over desk 
should well be knocked over accidentally. ae 
Can be used in desk groove or on flat Single Well embodying the same features 
surfaces. as Double Well No. 1530. 


FRANK A. WEEKS MEG. CoO. 
93 John Street New York 
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Saved by Modern Equipment! 





Ociober, 1928 








“Qi - —— Wee 


Denver School 


Facing Disintegration 
Inaugurates Complete Course 
In Use of Modern Office Appliances 
And Is Attracting Thousands of Students 


— 


1D 


School Completely Equipped Resembles Large Office 


ONFRONTED with threaten- 
ing competition from wide- 
spread business education facil- 
ities, the Barnes Commercial School 
of Denver has found relief in mod- 
ern office appliances and its service 
and employment departments. 
Beginning with only four students 
back in 1904, the Barnes school grew 
rapidly for many years under condi- 
tions differing little from those which 
existed when the school was launched. 
enrollment increased 


The | student 





Home of Barnes 


By Marsdon E. Weston 








steadily and in time an elegant brick 
building of three stories was erected 
by the school at a cost approximating 
a quarter of a million dollars. 

But later vears brought new prob- 
lems, according to R. P. Barnes, 
secretary-treasurer of the school. The 
public schools, keeping step with the 
speed and expansion trend of the age, 
offered courses in business training, 


and the private school, pioneer in the 
business education field, was com- 
pelled to meet this new condition or 
suffer disintegration. 

This school has enjoyed 24 years 
of growth under its founder and 
president, H. E. Barnes and _ staff. 
The student enrollment now totals 
about 2,000 a year, indicating that the 
new problem has been attacked in 
vigorous fashion. 

The Barnes school has placed it- 
self many steps ahead of some of its 

(Continued on page 28) 
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GLOBE COMMERCIAL TEXTS and 
EXERCISE BOOKS 


Have BrRoUGHT SPLENDID RESULTS 











AMSTER’S 
COMMERCIAL LAW 


A clear and concise outline for commercial 
schools, schools of accountancy, and for can- 
didates preparing for the C.P.A. degree—$.93. 


ee 





>—____—_ 


JASON’S 


ELEMENTS OF BOOKKEEP.:- 
ING AND ACCOUNTING 


The author has prepared a book that gives a 
thorough and practical course in elementary 
bookkeeping. This text is so simple as to make 
the book almost a “‘self-teacher”’. It meets high 
standards of simplicity, clarity, and accuracy. 
— $1.16. 





FILFus’ 
PRINCIPLES & EXERCISES 
IN ACCOUNTING 


In this book, Mr. Filfus presents the theory 
and principles as well as the practice of higher 
accounting in such a manner as to invite the 
student to apply himself untiringly to the 
point of successful accomplishment. The sim- 
plicity of treatment and discussion, the sim- 
plicity of language, the graphic and clear ex- 
positions and solutions of the principles and 
problems presented make the book a valuable 
asset. It offers an advanced course for secon- 
dary schools, commercial institutions and col- 
leges.—$1.60. 


FOoLry’s 


MODERN TYPEWRITING 
(Habit-Formation Method) 

A modern manual, written in an interesting 
style. This book diverges from the old method 
of teaching. It teaches the pupil to learn by 
habit. It covers the typewriting course fully 
and in such a manner as to lessen the teacher’s 
burden and to arouse the interest of the pupil. 
It is a book the progressive teacher demands. 


Pe 





<< 





BENTLEY’S 
BOOKKEEPING EXERCISES 
(First Year) 


Attractively “set up’, it is replete with ex- 
ercises that cover the first year bookkeeping 
requirements. This book has been used very 
successfully for a number of years in mimeo- 
graphed form in one of the largest New York 
City commercial high schools. 








——eor— 
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FILFus’ 
GRADED EXERCISES IN 
BOOKKEEPING 
(Second Year) 


A carefully graded exercise book containing 

a wealth of material. Arranged to give the 

pupil a firm grasp of Second Year Bookkeeping. 
y 
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Here’s News! 
No More Financial Troubles 


For Commercial Schools, 
Says Woman Educator 


wg>e- 








oon 


Cooperation of Business Insures Success 


CCORDING to Miss Ione C. 
A Duffy, head of the Van Sant 

Business College of Omaha, 
Nebraska, the question of finance no 
longer enters into the problems of 
the business school. Business in gen- 
eral, she claims, now recognizes the 
necessity of such schools and all look 
to these schools for furnishing com- 
petent help when called upon. That 
has brought the business 
schools to the place where the 
young people realize the value of 
the training, and consequently all 
Omaha business institutions have a 
very liberal patronage and are in 
the clear in a financial way. 


Two Real Problems i 


“There are just two real prob- 


lems in such schools tadlay,” 
claims Miss Duffy. 
keep far enough ahead of tHe de- 
mands of the executives in bufiness 
so that vou are ready to shipply 
them. The executive of today de- 
mands the best, and the me 
now in vogue may not be inksix 
months. There is the real prob 
The business school execu- 


“One fis to 








lem. 
tive must keep so closely in touch 
with the trend of business that he 
sees six months ahead of the game 
and has properly trained men and 
women ready for any change that 


may come in the business world. 
“Just now, for instance, the ex- 


By Charles P. Rodman 








ecutive of any big institution desires 
a secretary that can step into the ex- 
ecutive’s shoes on an hour’s notice 
and display the same keen intelli- 
gence in regard to the affairs of the 
business that the executive does. The 
manager is called out of the city to- 
There must be no lull in busi- 
The secretary 


day. 


ness while he is away. 
must step into hisyplace and conduct 




















Ione C. Duffy 


Head of Van Sant Business College, Omaha, 


iV e0. 


the business successfully or get out 
of the light of a better secretary. 
‘The other problem is the proper 
placement of pupils. The business 
executive depends on the head of 
the schools to supply the right kind 
Gf help when called on to do so. You 
must do that or lose caste with that 
executive. Fail him and he seeks an- 
other field for his help and that gives 
your particular school a black eye. 
And never fear but what he will 


pass the word along to his fellow 7 


executives.” 


Tested for Fitness 


To eliminate as much trouble as © 
possible along these lines the Van | 


Sant School resorts to a Place- 


ment Bureau. 


their fitness for the particular 


place. 


Miss Duffy, “it only brings grief 


and discouragement to the begin- | 


ner in business.” 


Omaha has a population of 215,- 


000 and business is growing rap- 
idly. There are eight commercial 


Here all students | 
are tested as to fitness and sent out | 
for positions offered according to § 


“We never try to fit a} 
square peg in a round hole,” said § 


TREMP Re 





GENE SO TY ily. 


re a ra ee 


He 


EOE ADEN 


TA HS 


Ea 








Mahe foe as 


schools in the city catering to the § 


demands of business for person- q 
nel. In the list are six under pri- | 


vate management: Bovles College, 
Van Sant School 
(Continued on page 37) 


of Business, | 
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9 of every 10 REPORTERS | NEW STYLE-BOOK OF BUSINESS ENGLISH 
WRITE 

372 pages $1.75 


4 b 
P itman S Max J. Herzberg’s former text ran to 
EIGHT EDITIONS. In preparing this 


Shorthand new book, the author consulted the courses 


of study of many communities. Two chap- 


In the Congresses and Parliaments of the Eng- : ded : d 
iiiline i —~ ters are intended to give students voca- 
tional inspiration, information, and coun- 
. slg mag ”" at sel. Constant emphasis is laid on the cul- 
eee ee ee tural as well as the practical. There is a 

and other important centers ; ; 
consistent endeavor to provide a mass of 
Pitman Does 99% of the Reporting information as to business methods, ideals, 


and viewpoints. An unusually large num- 


SURVIVAL OF THE FITTEST 
Fifty-three passed the January examination for stud nt may put into visit the prin- 
Supreme Court Reporters in New York and es that have been inculcated. 

Brooklyn ALMOST WITHOUT EXCEP+ 
TION THEY WERE WRITERS OF THE ; hey ; 
PITMAN SYSTEM. a 







PPV OP? 


Send for a Copy on Approval 











DOZEN YEARS DEVOTED TO TRAIN- 
ING THE CHAMPION TYPISTS OF 


THE WORLD. 





Advanced Typewriting 
and Office Training 


has been enlarged to include the New 
York State Regents’ Examination WENTY YEARS CORRESPONDENCE WITH 
papers up to and including 1926. TEN THOUSAND TYPEWRITING TEACH- 
ERS AND STUDENTS OF THE ENTIRE WORLD. 


BSERVATION OF THE WORK OF HUN- 
DREDS OF THOUSANDS OF STUDENTS. 


Questions are included covering every phase of office 

work. The book is an excellent aid in preparing pupils 
not only for the Regents’ Examinations, but for a better Such has been the experience of Charles E. 
understanding of what a stenographer should know in Smith, author of “A Practical Course in 
Touch Typewriting.” It is to be expected, 


the business world. 
therefore, that his book is everywhere 








For many years this work has been on the AUTHOR- . : f 
IZED LIST OF THE BOARD OF REGENTS, Albany, ee ne OP SERN: RNIN I 
N. Y., for use in all schools conducting commercial obtaining the best results in typewriting. 
classes. Regular, paper, 16th Edn., 120 pages...................06. $1.00 
“It is well organized, written in cleat, simple Regular; cloth, 16éth-Edn., 120 pages. . ... -.... .. 6 eee cae 1.35 
English, and contains an unusual number of good Enlarged Edn. (Balanced Hand Method) 208 pages.......... 1.60 
exercises."—New Jersey Journal of Education. Enlarged Edn. (“B” truck with left hand) 208 pages........ 1.60 


“A Practical Course in Touch Typewriting” 


Stiff paper cover, 157 pp. 





is all that its name implies 





60c. post paid. Fourth Edition. 


ISAAC PITMAN: AND SONS 


2 WEST 45th STREET - - NEW YORK 
AND aT LONDON - BATH - MELBOURNE - TORONTO 
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“Your Ne nm 


Enabled Us to Graduate FIVIID 


at Our Evenimox 


What would you 
think 


of a Commercial school 


which still held on to an old 
letter press for copying letters? 


—and wrote all its letters in 
long-hand? 


—which maintained its quarters 
on the fifth floor of a non- 
elevator building? 


—and had no telephone? 


THE OLD SYSTEMS OF SHORT- 
HAND WHICH UTILIZE THE 
ARCHAIC HOOKS AND AN- 
GLES, THOSE ANCESTRAL 
HIEROGLYPHICS OF DAYS 
THAT ARE GONE, BELONG 
WITH THE ABOVE 


AN ACHRONISMS 


Typical Comments from Schools 


A Prominent School in Rochester Writes: 
*‘We are convinced that it is the best alpha- 
betical system we know anything about.” 


July 22, 1927. 


. . . “We started our first group . . . on 
July 6. 

“We find that the girls have no trouble at 
all in taking miscellaneous dictation of a 
rather difficult nature at seventy words a 
minute, and letters they have never heard be- 
fore at eighty words a minute. They read 
back their notes with ease. . 

“The girls are delighted and the instructor 
of the class, who has been a teacher of two 
other standard systems, is amazed and grati- 
fied at the results. 

*‘We are now eager to put the A B C system 
into our evening school where time is such a 


vital consideration.” .. . 
E. W. K. 


“I am pleased to say that I have started a 
class, and that my pupils are doing remark- 
ably well. They like it and find it amazingly 
simple. Personally, I find it a wonderful sys- 
tem, one deserving of the highest praises. 
May it soon reap the reward that most surely 
awaits it—universal recognition.” 


P. G. O’N. 


Owen 
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horthand 


IMES as Many Students 


ocational School” srcinrs. eens, rrininar 


Rahway Evening Vocational School, 
Rahway, N. J. 


O WONDER teachers of shorthand are so enthusiastic 
in their praise of Owen a-b-c Shorthand. This re- 
markable new method relieves the strain of teaching 
and keeps classes “‘full-up” to the last day of the 
term. 

Students seldom drop out of an Owen a-b-c Shorthand class. 
They find the instruction so interesting, and make such rapid 
progress, that they are eager to keep it up. 

Owen a-b-c System of Shorthand is a logical and scientific 
development of easily learned principles. It is designed for uni- 
versal use and meets the modern requirements for both sim- 
plicity and speed. It eliminates the guesswork and hit or miss 
methods of symbolic writing and utilizes the alphabet on defi- 
nite principles of phonetic writing. 

Owen a-b-c Shorthand is easy to learn, easy to read and easy 
to write. It removes the drudgery from shorthand and marks a 
striking advance in phonography. New records for speed in 
learning this new shorthand have been established. 

Read the comments at the left about Owen a-b-c Shorthand; 
4 they are typical of the enthusiastic endorsements received from 
e shorthand instructors in schools and business colleges. Then 
. mail the coupon or write for further information. Complete 

data will be sent you without obligation. You are certain to be 
interested in the astonishing and gratifying results obtained by 
many other schools with Owen a-b-c Shorthand. 


This Coupon Brings You Full Details 











Textbook Publishing Corporation 
125 West 42nd Street 
New York, N. Y. 


C Please send full information about Owen a-b-c 
Shorthand with data on its use in schools, 
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Miss Mary Hall 


South Norfolk High School 
South Norfolk, Virginia 











Here you have a view of some 
the state typewriting champio 
who are competing for internation 
honors at Sacramento, California, 
on September 29th. They are the 
champions of the various states in 
which they reside. 











Miss Bessie Gay 


Cleveland Heights High School 
Cleveland Heights, Ohio 











Here We Come 











Miss Remo Poulsen 


Waterbury Business College 
Waterbury, Connecticut 


# Miss Aurelia Mancik 


Wyandotte High School 
Kansas City, Kansas 


eG) 








Miss Wallace, you will note, is show- 
ing you her hands, which it is 
claimed, have the shortest fingers 
entered in the contest. Miss Bro- 
derson, the California champion, 
will, in addition, act as hostess to 
the entire visiting party. 








Miss Mary Lou Wallace 


Katharine Gibbs School 
New York City 





Miss Julia Broderson 


Armstrong School of Business 
Berkeley, California 


Miss Audrey Cuyler 


Richfield High School 
Richfield, Utah 
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Championship %s»o~ 


Matches 


Keenly 
Contested 


Annual Typewrzting 
Meet Bezng Held 
In Sacramento 


This Month 


HE twenty-third annual inter- 

national typewriting contest 

for the world’s professional, 
amateur, and novice championships 
will be held on September 29th in the 
beautiful Memorial Auditorium of 
Sacramento, California. The contest 
is conducted under the auspicesjof the 
Underwood Typewriter Co., nd is 
open to any typist, using any Kind of 
typewriter, who can qualifygfor the 





various events. 

William F. Oswald, of t 
tional Department of the 
wood Company, and _ incic 
former world’s typewriting 
himself, will represent his @@mpany 
at the contests. He left for Califor- 
nia on September 16, accompanied 
by his assistant, George W. Gaskill, 
a former world’s amateur champion. 

According to Mr. Oswald, the 
event is going to be one big grand 
party for the fortunate contestants, 
win, lose or draw. With all expenses 





Educa- 
Under- 


paid, with most comfortable railroad 
and hotel service a'l arranged for 


them, they are scheduled to arrive jn 

















William F. Oswald 
Representing the Underwood Typewriter 
Company at the Contest. 





Defending Champions 


Standing, George L. Hossfield, World's Professional Cham- 

pion; Seated Left to Right, Chester Soucek, World’s Amateur 

Champion, and Josephine Pitisan, World’s Novice Champion, 
who are defending their laurels against all comers. 


the here-I-come state on the 26th of 
the month. This will give them al- 


ost three days to acclimate them- 


selves and practise up for the coming 


tussle. 

After the contests are over and the 
champions have been crowned, the 
whole party—about ninety people— 
will be taken on a sightseeing trip 
which will take in San Francisco, the 
Golden Gate, and everything else in 
that vicinity worth while seeing. 

The prizes to be awarded to the 
winners of the main contest, the 
world’s championship, will be as fol- 
lows: First prize, Gold Medal, and 
name placed on new Bronze Trophy ; 
Silver - Medal; third 


second prize, 


prize, Bronze Medal. 

The prizes to be awarded to the 
winners of the amateur contest will 
be: First prize, Gold Medal, ‘and 
name inscribed on the new Governor 


(Continued on page 38) 
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Commercionalities 








“Happenings of General Interest 


eee eee eae ese 








| Russian School Bans Bobs | 
and Flesh Hose | 


| 
| HARBIN, Manchuria (A. 
| P.)—Flesh colored — stockings 
and bobbed hair have been 
| banned by the authorities of the 
| school 
| There 
| 


Russian coeducational 
for secondary students. 
was no condition attached to the 
order. 

It said flatly that 
must be black or some other 
dark hue that will not attract 
attention. In the case of bobbed 
hair it is intimated that if a 
young lady avoids the tempta- 
| tion of fluffing it the authorities 


hosiery 











| might be more lenient. 











Extension Courses 


Evening extension courses in com- 
merce will be offered in fifteen cities 
this winter, by the extension depart- 
ment of the College of Commerce of 
Ohio State University. These include 
Akron, Hamilton, Middletown, and 
Washington C. H., which have been 
added to the list this year. 

ee ee 


Typewriter Merger 

Announcement of the purchase of 
the Miller, Pierce Company 
of Aurora, IIl., 
typewriter ribbons and carbon pa- 
pers, by the L. C. Smith and Corona 
Typewriters, Inc., has been made 
from the offices of the latter com- 


3rvant, 
manufacturers of 


pany * * * 


Fastest Co-Ed Typist 
Miss Marjorie Carlton, of Mun- 
cie, Indiana, a freshman at the In- 
diana Normal School has just been 
notified that she is the winner of the 


to the Field 


contest recently held in Washington, 
D. C., for college students to deter- 
mine the “fastest typing co-ed.” She 
wrote 52 words a minute for 15 min 


utes. * * ie 


Big Parochial Enrollment 
According to Mgr. Joseph F. 
Smith, superintendent of parochial 
schools in New York City, there are 
131 such schools under his jurisdic- 
tion, with a staff of 2,200 teachers 
and a student body close to 110,000 
nupils. 
— a wee 
Going Up! 

Here are some figures to conjure 
with: The public schools of New 
York City opened their sessions this 
year with approximately 900,000 
children in the elementary grades, 
and over 180,000 in the secondary 
and special schools. More than 34,- 
000 teachers are required to handle 


the work. 
* * 








| Turkey Gets Typewriters 
| Women to Use Them 

| CONSTANTIN OPLE— | 
Now typewriters with the Latin | 
Angora 


alphabet are ready at 
and Turkish girls familiar with | 
the alphabet are sought for em- 
ployment in the Embassies and | 
Consulates in Europe and | 
America. 

Women are showing greater 
aptitude in learning the alphabet 
because during their harem se- 
clusion they had a better oppor- | 
tunity to study European lan- | 
Women 


guages and customs. 
today are largely employed as 


| stenographers. 




















Course Established in 
Business Machinery 


A machine appliance course 
has been inaugurated in the 


commercial department of 
Hamtramek (Mich.) High 


School following a recent sur- 
vey of the needs in commercial 
education. The following 
courses, open to twelfth-grade 
students, have been announced: 
Billing machine, bookkeeping 
machine, comptometer calcula- 
tor and a general office appli- 
ance course. All courses are in 
process of development and will 
be adapted to meet changing 
needs. 




















Accept New Positions 


Mr. Frank J. Smith of Holyoke, 
Mass., is a new commercial teacher in 
Business In- 


the Worcester, Mass.., 


stitute. 


Mr. Russell Merritt of Missoula, 
Mont.., 


in the Tre vy, 


is a new commercial teacher 
Mont., High School. 


Miss Margaret Carney of Cedar 
Falls, Iowa, has been chosen to teach 
commercial work in the Carroll, Iowa, 
High School. 


Miss Della Benson is the new 
commercial instructor at Oshkosh, 


Wis. 


Miss Blanche Williamson, of Day- 
ton, has accepted a position as teacher 
of Home Economics and Bookkeep- 


ing in the Augusta, O., High School. 
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Buy 


Business School 
Papers 


Direct from 


the Makers 


=_ 


LOWEST PRICES 
LARGE STOCKS 
PROMPT SHIPMENTS 


—~> eens 


Penmanship 
Papers 


Typewriter 
Papers 


Examination Papers and Books 


Practice Papers 
and Pads 


Bookkeeping 
Papers 





Samples Free On Request 





Over 30 Years of Service to the 
Foremost Schools of 
the Country 





What do you need now? 


HANO PAPER CORP. 


Bush Terminal 23 
New York City 


( 


Brooklyn 





: 




















The Ideal 


PEN— 
PENCIL— 


\.  _COMBI- 
\ NATION 








Modern 
Business 
School Executive 
and Student 


HIS twentieth century of ours is 

stamped with convenience and efh- 

ciency. That is why we designed the 
Secretary Pen-Pencil Combination. For 
more than ten years we have manufactured 
fountain pens successfully. With this ex- 
perience back of us, we introduced the 
Pen-Pencil Combination. It was a success 
from the start among busy people, who, like 
yourself, must have dependable writing 
tools at hand constantly. The field of its 
usefulness widens daily because it is the idea] 
solution of the pen and pencil problem. Its 
handy, compact, built to last and to give 
complete satisfaction. 


Agent’s sample sent at 
wholesale prices 


A ten minute examination will tell you the story 
more convincingly than pages of description. Let 
us show you the Secretary Pen-Pencil, then show it 
to your friends, and as our representative, make an 
interesting profit by selling the Secretary. Send in 
your name and address, and we will forward you 
complete literature and special prices. 


Newark Pen Company 
276 N. J. Railroad Ave., Newark, N. J. 
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to 1928 


A 
‘ 
‘ 
‘ 
4 
‘ 


— a long time 


for making the right ink 


for all writing purposes 








THADDEUS 
DAVIDS 


is known the world over as 
“The Ink That Never Fades’ 


It has passed the test in institutions where 
careful purchasing of reliable products is the rule. 


That’s why we feel that Business School 
Executives should be no exception to this rule in ac- 
cepting DAVIDS’ products for their classes. 


——+—also makers of ———— 


Adhesives and Sealing Wax 
We should be 


wi catalog Wetlag Thaddeus DAVIDS INK Co. 


the entire line of 


a ie eee est. Since 1825 
a 95-97 Van Dam St., New York, N.Y. 














Saved by Modern Equipment 


(Continued from page 18) 








competitors by the establishment of an office appliance 
department where use of the Felt and Tarrant comp- 
tometer, Burroughs calculator, bank and commercial 
and Elliott-Fisher billing machines may be practiced, 
either alone or in connection with other subjects. 

If a stranger happened to stroll down the corridors 
of the Barnes school, he might think, on hearing the 
snapping of the platen carriages of billing and posting 
machines, thunderous clicking of dozens of typewriters 
driven by the nimble fingers of eager-faced young men 
and pretty young girls, that he had drifted into the 
office of a great financial corporation on Wall Street. 

The establishment of a service department has been 
the means of increasing the enrollment. 


Diplomas Issued Weekly 

At least fifty per cent of the out-of-town students 
attending Barnes must earn their board and room, and 
according to Mr. Barnes, during the past six weeks 
about seventy places have been found in Denver homes 
for that number of girls who are compelled to support 
themselves while pursuing study. 

Diplomas are issued every Friday by the Barnes 
school with a view of helping students obtain perma- 
nent positions. Business firms cannot hold open posi- 
tions until June or February when ordinary school 
semesters end. Vacancies in business offices are likely 
to occur at any period of the year, and by the weekly 
issue of diplomas, Mr. Barnes said, the student is 
given better opportunity to obtain employment. 

When these students receive their diplomas thought 
of them is not dismissed by the administrators of 
Barnes Commercial school. Barnes authorities aim to 
keep in constant touch with them. Mr. Barnes insists 
it pays to do so. 

Affiliated musical and entertainment activities re- 
volving about the school are also creating school spirit 
helpful to enrollment. 





Takes a Hand 
(Continued from page 9) 

of Education, the Federal Board for Vocational Educa- 
tion, and other agencies have encouraged these studies. 

“For many years some of the outstanding problems 
of commercial education have pertained to vocational 
training of clerical workers. A study which was based 
upon reports from 54 office managers and 6,050 clerks, 
showed a comprehensive effort to clarify and solve some 
of these problems. The report presents a fact basis for 
supplementing the stenographic, bookkeeping, and retail 
selling curricula with units of clerical training, and for 
the development of a suitable clerical training curricu- 
lum. If the report is closely studied and the sugges- 
tions carried out you will find in it the key to the ex- 
pansion of commercial education on a long-term basis. 


— 
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Hits Higher Realms 


(Continued from page 8) 








steadily growing tendency toward some of the newer 
phases of business conduct. 

Some schools are now presenting one or more of 
these subjects as majors, while other schools lacking 
the facilities, offer them in conjunction with the regular 
business courses. All have been amazed to note the 
popularity of these classes. 

Take Salesmanship, for instance : 

Of course certain schools already offer a text book 
course in Salesmanship; have for years. That is likely 
to be the trouble—the course that is given may be that 
applicable many, many moons back. Salesmanship has 
run through a number of cycles in a short time. High- 
pressure—one-time calls—studying your prospect’s cra- 
nium—a stock of moth-eaten or ultra spicy jokes to put 
the prospect in good humor—catering to his hobbies— 
and a dozen and one of the selling foibles of the ‘Mas- 
ter-Salesman’ age in the last decade are no more. 


Look for Practical Course 


Modern salesmanship is scientific. It must be. Com- 
petition demands it. The salesman equipped with the 
background of selling methods five years old can not be 
successful. Young folks are beginning to realize that 
in the selling end of business lies opportunity and 
money. They ask us to teach them this important 
subject. We do—to the best of our ability. Right 
now, they will not know the difference, but sooner or 
later they will insist upon Modern Salesmanship—and 
as practical a course as possible. 

Salesmanship is a leading subject in business itself. 
Shall we give it the prominence it deserves or wait until 
the vast need forces the growth of new, specialized 
schools that will make us wish we had acted more 
promptly? 

Then, there is Advertising: 

At the present moment many discussions center about 
this important subject and focus the attention of stu- 
dents and their parents upon the possibilities it offers 
youth, 

Classes in Advertising 


High salaries are mentioned. The many ramifica- 
tions of the advertising field are brought to light. The 
prestige of the advertising man’s position is emphasized. 
Business men find that much of their own business de- 
pends upon the success of their advertising. They 
want their sons to understand this phenomenon of the 
century, 

One school reports more inquiries for Advertising 
than for any other subject. 

Institutions that have established classes in Adver- 
tising, particularly those which have called in a prac- 

(Continued on page 33) 
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‘ put down 2 
and carry 1 


—the answer is the 


WONDER 
PDEN=-DENCIL 


TUDENTS, as well as 
— | S teachers, will welcome 

this radical change in 
writing equipment. 


The WONDER fencu 


is a decided step forward in the 
elimination of waste in business. 


It does away with the annoy- 
ance of changing from pen to 


pencil. 


Invariably, either one is missing 
when you want it most. 


Its duplex purpose is rapidly 
making it an accepted necessity 
for both business and school. 





The 

WONDER 

Pen- 

Pencil carries a regulation supply of 
ink and extra full-sized leads, the same as 
an individual pen or pencil. 


The exclusive, patented feature of the 
WONDER PEN-PENCIL, has its spare 
leads stored in the rim of the cap, instead 
of in the barrel—thus permitting a gen- 
erous space for the ink supply. 

Representatives wanted in 

every school for the entire 

WONDER line. Write fer 

our interesting agency prop- 


osition; also illustrated 
catalog. 


WONDER 


Fountain Pen Co. 
154 Nassau Street 


New York, N. Y. 
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World Over 
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ERMANENT as the pyramids, Higgins’ 

Eternal Black Writing Ink flows jet 
black from the pen point and forever re- 
mains so. 


Because it is impervious to the action of sun- 
light, heat, and chemical eradicators—be- 
cause its writing stays forever sharp and 
black, Eternal is widely favored for all types 
of accounting, bookkeeping and record work. 
Reproduces as clearly as Higgins’ Black 
Drawing Ink, in photostat or blueprint. 


Higgins’ Eternal Writing Ink is also widely 
used in penmanship classes because of its 
faithful reproduction of the slightest pen 
strcke and most delicate shading. It writes 
with equal ease in pla'n or fountain pens. 


In 2, 8, 16 and 32 
oz. bottles. Prices 
from your school 
supply dealer or 
from us. 


CHAS . M. HIGGINS & CO 
271 Ninth Street 
Brooklyn, N. Y. 
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What of the 30-Day Course? 


(Continued from page 13) 








been trained to study and concentrate. The student 
must be eighteen years of age, or older, so as to pre- 
sent a mind as nearly matured as possible. 

We must also consider the instruction. Most of the 
thirty day schools are comparatively new and many of 
them are having a hard time in making a go of it. 
This means they have relatively small classes. Again 
this is advantageous to the attending student for it 
enables the instructor to give closer individual super- 
vision. 

Careful consideration should also be given to the 
length of time actually involved in each instance. The 
eight to tea months course includes Saturdays, Sun- 
days and holidays. The thirty days mean thirty full 
days of six or seven hours, exclusive of all rest days. 
All the thirty day schools are very strict regarding con- 
tinuous attendance. The cost of both courses runs 
The cost of the thirty day course ap- 
pears high initially, but is usually equalled or surpassed 


about the same. 


by the monthly dues over the longer route. 


Achieves Its End 

So it would seem that by a careful picking of stu- 
dents, elimination of all but the barest of essentials, 
and close supervision of students, the thirty day school 
achieves its end. 

Now let us grant for the moment the supposition that 
at the end of their respective courses the thirty day 
student is not as rapid or proficient as the graduate of 
the longer course. It would seem that these thirty day 
graduates could well afford to take a small-salaried 
position for the ensuing six or seven months, obtain an 
equal degree of efficiency under actual business condi- 
tions, be paid during this time, and have the additional 
advantage of actual experience when applying for a 
better position. This unquestionably represents a dis- 
tinct financial argument in favor of the shorter course. 


A Splendid Opportunity 

As we well know, in all class work there are a few 
star pupils who have the ability to progress much faster 
than the average student. For the others, the plodders, 
who learn less rapidly, and lack the educational back- 
ground, the longest way round, as exemplified by the 
old line commercial school, would still seem to be the 
shortest way home. But for the student analogous 
with the star class pupil, the courses offered by a 
reputable thirty day school, would seem to offer a splen- 
did opportunity. 

We are aware of the existence of many “fake” thirty 
day schools and systems. This is an unfortunate con- 
dition existing in every line of business endeavor, and 
is particularly prevalent in any rew field or undertak- 


(Continued on page 39) 
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Association Notes for p aes writing 





The officers of the Central Commercial Teachers’ 
Association, elected for the vear 1928-1929 are 
lows: President R. M. Phillips, Capital City Commer- 
cial College. Des Moines, lowa; Vice-President, Miss 
Hattie Cook, Cedar Rapids Business College, Cedar 
Rapids, Iowa; Secretary, W. F. McDaniel, Fort Dodge 
Business College, Fort Dodge, lowa; Treasurer, W. R. 
Hamilton University, Mason City, Iowa. 


as fol- 


Hamilton, 


* * * 


The Eastern Commercial Teachers’ Association off- 
cers for the year 1928-1929 are, President, Seth B. 
Carkin, Principal of the Packard Commercial School 
of New York City; Miss Kate Fee, 
Collingswood High School of Collingswood, N. J.. 
Vice-President, and Alexander Massell, Principal of 
the Central Commercial Continuation School, Philadel- 
phia, Secretary. Two new members of the Executive 
Board, Edward J. MacNamara, Principal of the High 
School of Commerce, and Prof. John F. Robinson, 
Chairman of the Department of Commerce of Burdett 
College were selected to fill vacancies left by the ex- 
piration of the terms of two members. The next an- 
association will be held next 


Principal of the 


nual convention of the 
Easter, in Philadelphia. 


* *K * 


The officers of the Commercial Teachers’ Associa- 
tion of Philadelphia for the coming year are: Mr. 
James G. Brigham, Germantown High School, Presi- 
dent; Mr. Walter Mansley, Frankford High School, 
Vice-President; Mr. Fred Kane, Harding Junior High 
School, Secretary-Treasurer. 


* * * 


By unanimous choice of the Commercial Teachers’ 
Club of New York the following officers will preside 
for the coming year: President, Benjamin Fromberg, 
of James Monroe High School; Vice-Presidents, Miss 
Emma Quick, of Bushwick High School, Miss Cecelia 
Winder, of Packard School, J. Edward Stratton, of 
Rye, N. Y.; and Secretary, A. A. Bowle. 


eee 
The officers of the Commercial Education Associa- 
tion, of New York, selected to serve during the coming 
year are: President, Alexander S. Massell, of the Cen- 
tral Commercial Continuation’ School; First Vice- 
President, Mrs. Evelyn W. Allan, of the Girls’ High 
School of Commerce, Brooklyn; Second Vice-Presi- 
dent, S. B. Koopman, of Roosevelt High School; Sec- 
retary, H. C. Schermerhorn, of the Merchants and 
Bankers School; Treasurer, Simon J. Jason, of Wal- 
ton High School. 
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in your school, 
organize aclub 
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for 
THE AMERICAN PENMAN 


America’s Handwriting 
Magazine 
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contains two complete courses in Business 
Writing each year — the first beginning in 
September and continuing until January, 
and the second running trom February to 
June. Ornamental writing, Engrossing, Ac- 
counting, Finance, Business—these are some 
of the other departments in this popular 
monthly publication. 


Established in 1884 by 
Palmer, author of the Palmer Method of 
Business Writing, THe AMERICAN PENMAN 
is the recognized leading publication devoted 
to handwriting. 


Austin Norman 


used THE AMERICAN PENMAN in_ their 
penmanship classes last year and over 6,000 
students received THe AMERJCAN PENMAN 
CERTIFICATE OF PROFICIENC a_ splendid 
award for efficiency in Handwriting. Single 
subscript: on = 25 one year, twelve issues. 
Club rates: 75c. each for five or more sub- 
scriptions, 


Sample copies for distribution, to penman- 
ship classes sent on request. A sample cer- 
tificate will also be engrossed and mailed to 
any interested penmanship teacher. Address 
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open for teachers to make some extra 
money. Write for representative’s privi- 
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“A dromedary” says O. Henry, “is a place where 
college students sleep.” 

We faintly remember propping toothpicks in our 
own eyes in CLASSROOMS, not in dormitories. 
Instead of serving toothpicks in your business 
English classes open your students’ eyes by using 
KNBE?* as the text. 

We are willing to be quite prodigal with exami- 
nation copies and you are in- 
vited to see for yourself. 


* * * 


KNBE is in use in a lot of good 
schools who are enthusiastic in 
praise of it. Just a line giving 
your school name and address 
will bring you a copy. 











* * * 


NEW BUSINESS SPELLER will be our next book and 


are excitedly preparing to announce it January 
st. 


KAYBEE. 
*Kimball’s NEW BUSINESS ENGLISH 


Hinball Brothow SPbtohow 


116 Weat 1444S tiet o~© New Yok 


























They ve Got to Be Good! 


(Continued from page 7) 








ledge. In other words, mere ability to take dictation 
and transcribe it with speed and accuracy isn’t suf- 
ficient today. I'll cite two most important reasons: The 
change in Business Personnel; the change in Business 
Environment. 

Modern business is absorbing the college graduate in 
amazing fashion. Its increasingly scientific make-up, 
action, and ramifications demand _highly-specialized 
training. The average man in college is there for no 
other purpose than to enter the business field. Result, 
Business today is the educated man’s game. 

Naturally with this development has come a change in 
business atmosphere and environment. Higher stand- 
ards obtain everywhere. 


The Modern Office 


Gone is the old-time office with the non-descript 
furniture carelessly arranged. Today the modern of- 
fice is as carefully planned, as beautifully furnished, as 
tastefully arranged, to the detail, as is the modern 
home. The customer or caller is a visitor to the home 
of that business, and he is to be impressed with the 
class, the style, the good taste, the up-to-date-ness of 
the organization he comes to do business with. 

With this background of education and appearance, 
who best fits into the picture? Or rather, whom do you 
suppose would most likely be selected for a place in that 
picture? At the risk of being facetious, let me say that 
Business has the right to expect its employees to be at 
least as smart looking as the office furniture. It has the 
right to expect that no one in its employ shall appear 
out of place in the surroundings and environment 
afforded. 


Old Fundamentals Still Reign 


As far as Mechanical Knowledge is concerned, the 
old fundamentals are still the fundamentals of today. 
Shorthand, typewriting, book-keeping principles, and 
Business English still constitute the essentials. But 
with this difference: The executive today is very, very 
particular as to what goes out of his office as far as let- 
ters are concerned. His letter is his spirit bearing a 
message which he personally cannot deliver by word of 
mouth, and he wants it to be as he himself would want 
to be: neat, clean, courteous, clear, commanding re- 
spect. A careless stenographer, with a deficient knowl- 
edge of English and Spelling cannot attain such results. 
No school should allow to be graduated any person 
with such elemental defects, for no business house 
will long be fooled into employing her type. 

As a final word, I would like to impress upon the 
readers of this magazine my deep-rooted conviction 


(Continued on page 37) 
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Hits Higher Realms 


(Continued from page 29) 








tical advertising man as instructor, state that the at- 
tendance is larger, the turn-over less and the class 
spirit higher than in any other department. 

Advertising seems to be one of the newer phases of 
business training that merits the consideration of every 
school man. Shall we be in the vanguard or trailing 
along years late? 

Closely related to this is Journalism. 

Romance and business entwined—the zest of mixing 
in the world’s affairs, the joy of seeing your name in 
print, the standing and privileges of a professional man 
or woman—and actually getting paid for it. No won- 
der it appeals to unsophisticated fancy of adolescence. 

It is not a difficult course for the average school to 
give. The teacher of English is customarily grounded in 
the fundamentals, for, apart from a specialized tech- 
nique available in many text books, the foundation of 
successful journalism is the ability to write well. 


Letter Writing an Art 


Perhaps a mastery of this subject. will not fit the 
student for a high-salaried position. But if it be work 
that one loves, money is not the chief consideration. 

Another subject sought is Business Correspondence. 

Practically all commercial departments have a course 
in this interesting study, but it has occupied a place of 
new prominence in just the last few years. The art of 
sales letter writing—the ability to compose tactful col- 
lection letters—even general correspondence has _ re- 
ceived a new impetus and a greater significance now 
that travelling costs and other business circumstances 
have elevated the letter to a new post of importance. 

A knowledge of Modern Business Correspondence 
may well prove a stepping-stone to the executive posi- 
tions of tomorrow. 

Other subjects in specialized lines that are being 
sought will include -Traffic—Real Estate—Finance— 
Management—Insurance—and others. 

Cognizance of this trend in business training is being 
shown by many of the larger institutions by the incor- 
poration into their curricula of a Department of 
Business Administration in which many of these sub- 
jects are given. 


Decide for Themselves 


How much of this program can be employed by the 
smaller school or by the public school remains the 
problem that faces most of us. 

But one thing we who spend our lives guiding the 
destiny of youth know. That is, that young people of 
this generation have a habit of deciding for themselves 
what they want—of finding where they can obtain it— 
and then surely gettirg it—whether it be a new air route 
across the Atlantic or an education. 
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and more! 
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IT writes any and all LANGUAGES 

IT writes the SYMBOLS of SCIENCE 

IT is like a typewriter in appearance 
and operation—BUT— 


WITHOUT TYPEWRITER 
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IT has, VARIABLE TYPE 
VARIABLE SPACING 
VARIABLE IMPRESSIONS 


The VARITYPER is THE machine for: 


S-cholars W -riters 
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E-xporters I-ndexers 
C-hemists T-eachers 
I-mporters I-nvestigators 
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Mail the coupon for a FREE VARITYPER 
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What Price Cheapness? 


(Continued from page 10) 








all PRICE, and nothing else but. One reason I don’t 
particularly go after school business is that I couldn't 
allow my company to manufacture the “junk” neces- 
sary to meet the price offered by the schools.” 

This man is a manufacturer of typewriter ribbons and 
carbon paper and one would judge that they all had 
memorized the same story from carbon copies, because 
they all have the same story to tell: One such house 
in particular, which has done quite a big business with 
the schools of New York, told me that it had been com- 
pelled to have manufactured for them a ribbon material 
so cheap and trashy as to make the cheap materials al- 
ready on the market seem top-notch by comparison. He 
had to do it to get the business and still make some 
money on the transaction. 


Same Story Everywhere 

Similar stories are told me by the manufacturers of 
inks, papers, blank books, tablets, pencils. One ink 
manufacturer solemnly assures me that what he sells 
to the schools for ink isn’t really ink at all; they call it 
ink, it looks like ink, but he was sure it wasn’t ink just 
the same. 

Certain publishers of text books are up in a tree with 
the problem of meeting school specifications and still 


continue to sell them at a profit. The school wants the 
text book to be of a very high grade paper, the binding 
to withstand not only the constant ordinary usage of 
school work but in addition to withstand the use of the 
book as a paddle, a bat, a projectile or what-not—all for 
a very, very reasonable price; so reasonable that many 
publishers have given it up as a lost cause. 


Cheap Materials — Cheap Work 


I could go on indefinitely citing instances of this na- 
ture, but that isn’t the purpose of this article. The 
question is, does the school gain anything by such 
“economy ?” 

I realize that it would be folly to use good-quality 
ribbons or carbons for new students to bang away at; 
at the same time, when millions and millions of dollars 
are being so nonchalantly wafted away on the winds of 
questionable “fads,” why the stern economy that com- 
pels the business student who, we'll say, is soon to grad- 
uate and nearly ready to enter the business world, to 
use a piece of carbon paper to the point where it is im- 
possible to read a duplicate of the letter he types? 

I maintain that by following such “economic” meth- 
ods, by using such cheap materials, the average busi- 

(Continued on page 39) 
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Exclusive i 
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3 Typewrite or draw on DRY Sten- 
° l cil. Clamp on the SIMPLICATOR. 
——. Print 25 Copies a minute from 
operations original. 


Particularly adaptable to commercial schools where mod- 
ern time-saving devices are advocated and used. Ap- 
proved by the New York City Board of Education. 


We will mail you complete outfit, of either size, on receipt of 
Money Order, or by Parcel Post, C.O.D. Satisfaction guaranteed, 
or full purchase price refunded if returned in 10 days. 
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Teachable 


Practical 


SELF - PROVING 


Business ARITHMETIC 
By T. T. Gorr 


This is a strictly business book. All terms, prices, customs. 
etc., are taken from actual business practice. In addition, 
the student is required to work in a number of office ca- 
pacities where arithmetic is required, thereby further ac- 
quainting him with actual business practice. $1.60. 

Part One, $1.20 


“The originality of this work lies in the plan of requiring 
the student to prove the correctness of his own work be- 
fore turning it in. The idea is indeed a good one and de- 
velops in the pupil a sense of responsibility for the correct- 
ness of his own work besides saving the teacher a tremen- 
dous amount of work.”—New Jersey Journal of Education. 


JUNIOR OFFICE PRACTICE 
(Revised ) 
By Mary F. CaHiLy 


The purpose of this book is to train students and other young 
people starting out in the business world to become intelligent and 
dependable office workers. A certain amount of office equipment is 
desirable but not essential. The subjects covered are all vital and 
are typical of all well-ordered offices. An appendix includes proof- 
reading instructions, a list of business forms, etc 


THE MACMILLAN COMPANY 
60 FIFTH AVE. NEW YORK 
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What of the 30-Day Course? 


(Continued from page 12) 








ciate that the 30 day schools require a certification of 
a high school education thus ensuring at least a foun- 
dational knowledge of English, Spelling and Punctua- 
tion, those subjects that require so much attention in 
the other schools. 

“But granted that. is a mere knowledge of short- 
hand symbols and typing finger work all that is re- 
quired ¢ 

“In our school we devote many weeks to intensive 
office practice and I understand that this is done by 
most private schools as well. 

“How can a young lady possibly take her place in 
the competitive business world without a basic knowl- 
edge of Business, Correspondence, Filing, Indexing, 
Office Forms, or the hundred and one other essentials 
of office routine ? 


Advertisements Unfair 


“In other words, even if it were possible for a young 
lady to acquire a workable speed in short-hand and 
typewriting in thirty days is it fair to her or to her 
prospective employer to send her into business as a 
qualified stenographer ?” 

That seems to be the attitude of the usual commercial 
instructor toward the 30 Day menace. 

Private school and public school men are united in 


their opinion that the advertisements are eminently un- 
fair. 

Commercial education has had to withstand many 
attacks from without. Now, it would seem that men in 
the field itself are, by their tactics, encouraging a fur- 
ther criticism, which unfortunately will be directed 
against the whole system of business education rather 
than against the individuals who are more closely in- 
terested in the immediate dollar than in the future or 
in the young people who entrust themselves to them. 


Creates Bad Impression 


Business men who have had to lose dollars in time 
and wasted stationery and whose poorly written let- 
ters have cast an unfavorable light upon their business 
ability because of young people who were stenographers 
in name only, will have further cause to complain. 

Young people who enter the commercial field hoping 
for ready advancement will be bitterly disappointed. 

For the few dollars concerned, is it worth while? 

Commercial educators feel that the 30 Day School 
will not last—cannot last. But in the meantime, all of 
business education will receive an unfavorable impres- 
sion, one that may well prove to be hard to live down. 

THIRTY DAYS!! 


“There ought to be a law!” 
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Let Motion Pictures 


Help You in Your Work 


free 


We will be glad to 
tell you more about 
the Acme Projector 
and how it is fitted for 
your particular needs. 


Over 80% of our knowledge 
comes through the eye. Instruc- 
tion by motion pictures is interest- 
ing—easily | understood—remem- 
bered. Prominent educators every- 
where are enthusiastic over the use 
of visual education. They find 
that students learn more readily 
when their instruction comes by 


If you wish we will 
arrange a free demon- 
stration in your own 
school. Send for lit- 
erature. Address: Acme 
Division, International 
Projector Corp., Dept. 
LA10, 90 Gold St., 
New York City. 


means of motion pictures. 


Thoroughly reliable projection 
equipment is absolutely necessary 
for this work. Years of actual ser- 
vice by thousands of users have 
established the Acme as the ideal 
portable projector — safe, _con- 
venient and easy to operate. 


Acme Division 


International Projector Corp. 
90 Gold Street New York City 
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things whether the student has the ability to co-operate 
with associates, superiors or subordinates ; (if he hasn’t, 
why foist him upon the unsuspecting business man?) 
I personally have turned down applications for entries 
to Pratt School because the applicant stuttered, was 
hard of hearing, had a negative personality, lacked 
neatness, not sufficiently prepossessing, etc., etc. And 
even though accepted, the applicant was then placed 
upon a full month’s probation, during which time he 
was subject to the careful scrutiny of the faculty. We 
have had many occasions to thank the probation sys- 
tem for ridding us of undesirables. 

All this not to show how good we are but we think 
it is good business to avoid trouble and the resultant 
loss of prestige and clientele. 


Must Know Appliances 


The graduate of any modern commercial school or 
course in business must, if he wants to get anywhere 
in the business field through the secretarial channel, 
have a thorough technical training in Business Eng- 
lish, Bookkeeping, Filing, and Business Essentials. 
Even if only to be acquainted with the terms and ver- 
biage he will be sure to encounter in business. Other- 
wise he won’t know what it’s all about and maybe the 
boss won’t give him time to learn such “fundamentals.” 

The modern efficient secretary should know and be 
familiar with all standard office equipment. He must 
know, if requested, what appliances are needed for 
certain work, how much they cost, where they may be 
purchased, the various qualities, etc., etc. 

He should know itineraries—railroad accommoda- 
tions, for instance. He should know the main hotels 
in the main cities of the country, their reputations and 
their rates. | He should know locations of certain 
standard apartments if, as often happens, the burden 
of such a problem is thrust upon him by his chief. 


Business Demands Service 


Don’t laugh. Pratt School teaches these various 
subjects, and doesn’t do so from altruistic motives— 
modern business demands it, and we have found it 
profitable to cater to that demand. — 

Frankly, the private business school today hasn’t a 
chance to live unless it stops resisting certain currents 
of modern business life but meets them with a smile 
and prepares itself to swim right along with them. 

The unfortunate angle to it all is the fact that each 
school sets its own standard as to the qualifications of 
the student and the requirements of the graduate. 
Wouldn't it be the best thing for the field if the De- 


(Continued on page 38) 





an 
typ 
she 
of 

bus 
the 
for 
Du 
pla 
pos 
her 


tor 
sul 


the 


me 
no’ 
Isl. 





28 








October, 1928 THE BUSINESS 


SCHOOL JOURNAL 37 











No More Financial Troubles 
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American Business College, the Omaha University, 
Creighton University and the Dickinson Secretarial 
School. In addition to this there are two of the pub- 
lic schools carrying a complete business course: The 
Central High and the South Omaha High Schools. 

The VanSant School of Business was founded 
thirty-seven years ago by A. C. VanSant. It has been 
under the direction of Miss Ione Caroline Duffy for 
the last eighteen years. 

Miss Duffy was a graduate of the school in 1899, 
and was associated, for eleven years, with an eastern 
typewriter company in Omaha. During all that time 
she was in daily contact with the business executives 
of Omaha and came to know all their wants in the 
business line. When death overtook the founder of 
the school in 1910 Miss Duffy seeing the possibilities 
for it in the future secured control. In the years Miss 
Duffy has been connected with this school she has 
placed more than 16,000 young men and women in 
positions and more than 5,000 of these have come under 
her personal training. Miss Duffy makes it possible 
for the pupil short on funds to attend the school by 
means of an extended payment system. 








They’ve Got to Be Good 
(Continued from page 32) 


that business schools can better serve their students, as 
well as the field of business which must absorb them, 
by ENLARGING the scope of their educational train- 
ing, rather than by choking it down to sheer funda- 
mentals, and by eliminating as far as possible those stu- 
dents whose personality, habits, traits or perhaps physi- 
cal defects are obvious handicaps which will deny 
them the progress they are hoping for in their chosen 
fields. 

I earnestly repeat what I have learned from hard 
experience, that the three graces which govern the des- 
tiny of the business school student are PERSONAL- 
ITY, CULTURE, and MECHANICAL KNOWL- 
EDGE; and the greatest of these is PERSONALITY. 








Miss Elizabeth Walton, formerly with the Lexing- 
ton, Mass., High School, is now teaching secretarial 
subjects in Simmons College, Boston. 

* * 3K 

Miss Anne Corcoran is a new commercial teacher in 
the High School at Omak, Wash. 

ee 

Miss Lucy M. Bartholomew, for several years com- 
mercial teacher in the Medina, N. Y., High School, is 
now teaching in the High School at Hempstead, Long 
Island. 
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; You Can Fool ‘Em 


(Continued from page 14) 














Vocational Guidance 
(Continued from page 11) 








know that their position in the regard of business men 
is determined by the quality of the graduates they 
produce. There have been many instances where a 
school that enjoyed only mediocre success for years 
raised its educational standards and thereby produced 
graduates that made a definite impression upon their 
employers with the result that the school was quickly 
built up to several times its previous enrollment. It is 
weil known that the student body that is accepted in any 
school approximates 10 per cent of truly bright young 
people, 30 to 40 per cent will become good workers 
and usually 50 per cent or more are young people who 
must be given every help possible and who finally grad- 
uate through passing their examinations on a very small 
margin. 

The bright students and the ones who might be con- 
sidered in the next class will have no difficulty in se- 
curing positions for themselves. It is the poor student 
that will require help from the school and to guarantee 
a position for such a student is establishing a record 
among business men of sending out young people who 
are but poorly equipped for business activities. 

Thus it would seem that the guaranteeing of posi- 
tions is not only an evil that renders an injustice to 
the entire field but is a foolish evil in that it reacts most 
promptly upon the school using it. 





Championship Matches 


(Continued from page 25) 


C. C. Young International Amateur Championship 
Trophy; a Silver Medal for second prize; a Bronze 
Medal for the third. 

In the Novice contest, the winner of the first prize 
will receive the World's School Novice Championship 
Trophy, and a Gold Medal; second prize, a Silver 
Medal; and third prize, a Bronze Medal. 

In the latter contest, the school through which the 
aspirant has been entered, will be allowed to hold the 
trophy for one year. In addition the Governor Alfred 
E, Smith American School Typewriting Championship 
Trophy will go to the school in the United States whose 
entry in this class makes the highest record of any 
American contestant. The trophy will be engraved with 
the name of the school and student, and will be kept by 
the school for one year. 

An innovation about this annual affair will be the 
sending out of 20,000 letters via air mail, announcing 
the results of the contest. Practically every school in 
the country will be the recipient of these letters within 
24 hours after the winners have been declared. 


students on vocational questions as the time approaches 
for graduation and every possible effort is made to see 
that our young people make the right start in business. 

“Perhaps no less important than starting right in 
business is the matter of starting right in the school, 
and to do this requires intelligent and constant atten- 
tion. In order that the student may enjoy the largest 
success in his work, it is important that there should 
be no point at which his interest, enthusiasm or progress 
shall wane. I mention these rather incidental things 
to emphasize the fact that we should undertake to con- 
duct our schools on the basis of the largest possible 
service to the student.” 








They've Got to Be Good 
(Continued from page 36) 


partment of Education in each state set these standards 
and compelled all schools, whether they be privately 
owned, or departments of public and parochial schools, 
to conform to them? The Board of Regents of the 
State of New York has already done a good job with 
those schools registered with them, but unfortunately 
all schools are not compelled by law to register. The 
quicker such a law comes the better—for the state, for 
the school, for the field, for the student, and for the 
business man. 








Mr. W. C. Scott, of Elkins, W. Va., has accepted a 
position as Commercial Teacher in the Cadiz, O., 


schools. 
* * 


Miss Virginia McClintoch, of Columbus, O., has ac- 
cepted a position as Commercial Teacher in the Shreve 
Schools. 

* * K 


Miss Ruth Trafter, of Galloway, O., has accepted a 
position as Commercial Teacher in the Steubenville 
High School for the ensuing year. 


* * 


The North Louisiana Commercial Teachers’ -\sso- 
ciation officers elected for the ensuing year are: Presi- 
dent, C. W. Rhoads, Centenary College; Vice-Presi- 
dent, W. D. Parsons, Lynn’s Business College, Shreve- 
port; Secretary, Alice Louise Smith, Parish High 
School, Monroe; Business College Membership Chair- 
man, Beulah McKay, Draughon’s Business College, 
Shreveport; High School Membership Chairman, Eva 
Reid, High School, Minden; Program Chairman, Mrs. 
J. W. Norton, Norton Business College, Shreveport. 
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What Price Cheapness? 
(Continued from page 34) 








ness student doesn’t learn to know what a good job 
looks like, and it makes him a careless and inefficient 
prospect for the business man on whom he may be 
foisted. 

The writer has hired hundreds of stenographers in 
the past several years, and to speak frankly, it has been 
pretty averagely discouraging to see the results of tests 
which the diploma-bearer is put through. There seemed 
to be a general lack of knowledge and appreciation of 
what constitutes work well done; a carelessness, a lack 
of neatness. For this I blame the school, because the 
average excuse made by the student for these defects 
was that it was impossible to recognize a good job in 
their school days because it was impossible, with the 
materials given them, to do one, and that as far as 
duplicate copies of anything was concerned they didn’t 
count because they couldn’t be read anyhow. 

I maintain that the business school or department 
should consider itself a modern business office and 
should use the same standard office supplies and equip- 
ment that the average modern office uses. 


Entitled to Profit 


I believe that the school should be fundamentally 
economical in its purchases and should take every ad- 
vantage of low prices forced by keen competition. But 
the school must remember that it is an American insti- 
tution, supported by American citizens, and above all, 
should do nothing that will annul or lower recognized 
American standards. Competition should be based on 
specified materials of standard qualities, thus allowing 
the manufacturer to maintain his business self-respect, 
and to make a legitimate profit if possible. It should 
not by its methods drive away relationship with the 
reputable, well-established house of business and at- 
tract the cheap, mush-room variety. 

How incongruous that the very minds which place 
our educational system on the loftiest of pinnacles, 
should cause, consciously or unconsciously, the busi- 
nesses which feed it to sink to the lowest depths of 
cheapness. 








What of the 30 Day Course? 


(Continued from page 30) 


ing. Aviation is at present undergoing a very trying 
period endeavoring to curtail the activities of fake fly- 
ing schools. Yet despite their existence no one to-day 
doubts the practicability of aviation. 

For this reason I have purposely refrained from 
commenting on such fakes in the thirty day school field, 
preferring to confine my comments to what has been 
done.and what may be done in the future. 


| 
| 
| 
| 
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With Reservations 
The Professor—You see, my boys, 
this stream is not like you. It fol- 
lows its course properly. 
A Pupil—Yes, but that doesn’t 
seem to interest it much—it keeps 
murmuring all the time. 


Taking Him at His Word 


He was telling her about ‘ne mem- 
bers of his football team. 

“Now, there’s Johnson,” 
“in a few weeks he will be cur 


said he; 
best 
man.” 

And then she lisped, *< 
this is so sudden!” 


Mi, Jack, 


The Main Difference 
“Why isn’t direct-by-mail stuff as 
good as magazine advertising ?” 
“They don't throw the magazine 
into the waste basket as soon as they 
open it.” 


Not Used to It 

First Student—How did you get 
that bump? 

Second Student—Oh, that’s where 

a thought struck me. 


Stretching It 

“T hear that Blah Univer- 
sity has raised its entrance re- 
quirements.” 

“Yes, to eighteen units or 
the equivalent.” 

“What do you mean by ‘the 
equivalent?” 

“Drop-kicking forty yards 
or passing fifty.” 


Would You Like to Be a 


Success? 
By Henry Denley 
Would you like to have an income 
that would enable you to live well, 
dress well and have a few of the com- 
forts of life—now? Would you like 
to have a fine mansion in the city, a 
country house, and servants to take 
Would 


you like to be famous, a success in 


care of your every need? 


life, to associate with presidents and 
millionaires? Would you like to take 
a trip around the world, traveling 
with the greatest possible luxury, and 
return with loads of souvenirs from 
this trip? Would like to be 
loved by the most beautiful girl in 
Would you 
You would ? 
Our 


Vv yu 


the whole wide world? 
like all this and more? 
Then 
are identical ! 


shake, brother. desires 


And at What Cost 


While a college man is getting a 
liberal education his dad is getting an 
education in liberality. 





Sad Experience 


Willie—Did Edison make the first 
talking machine, Pa? 

Pa—No, honey, God made the first 
one, but Edison made the first one 
that could be shut off. 


Maybe He Needs It 


Teacher, rushing into the newspa- | 


per office—See here, you've published 
an announcement of my death by 
mistake. That’s got to be fixed up 
somehow ! 

Editor—Well, we never contradict 
anything we have published, but I'll 
tell you what I'll do. I'll put you in 
the births column tomorrow and give 
you a fresh start. 


The Old Habit Clings 
Absent-minded Dean (knocking 
on St. Peter’s Gate)—C’mon, open 
up here or I'll throw the whole fra- 
ternity out. 


The Bad with the Good 


Haughty Father—So you desire to 
become my son-in-law? 

His Private Secretary—No, 
sir, I don’t; but if I marry 
your daughter, I don’t see how 
I can get out of it. 


Welcome Stranger 
“Could you tell me the way 
to Recitation Hall?” 
“Sorry, but I’m a_ student 
here too.” 


—Life 
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Every Executive 


and Teacher— in the field of | 
’ Commercial Education — 
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gq The first and only independent and unbiased spokesman for the i 
ENTIRE field of Commercial Education. | 
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A magazine every issue of which will be a complete history of 
everything that has happened the world over in this most impor- i 
tant and ever-expanding phase of education. 


An impartial and constructive critic of Commercial Education / 
effort, presenting and reviewing administrative and other problems 
in clear non-technical language easy to read and understand. 


Brimming with inspiration and news—no teacher or executive who ill 
wants to keep up to the minute can afford to miss a single issue. 
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